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• 550,000 meters/1.5 million people 

served in MN and NE WI
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– 2/3rds indicated a desire to purchase renewable 
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– 1/3rd showed some willingness to pay more if it 
cost more

– Of those willing to pay more, about 1/2 would 
pay from $5.00 to $15.00 more per month
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• Marketed second half of 1997

• Each member co-op responsible for 
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• GRE assisted with a array of marketing tools

• Partnered with environmental group to develop 
and market program initially--new concept & 
wanted their full support

• Phase I completely sold out prior to groundbreaking!
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– All resources “green pricing” certified in MN & WI
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– Many member websites linked to GRE
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– GRE provides Wellspring booth and 6’ model 
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– Members and GRE staff booth

• Sustained campaign
– Not a one-shot effort
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– NREL continues to rank Wellspring in top 

10 lowest cost
– Premium going down as wholesale rate 

increase
• GRE believes it can reach higher 
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• Provides option to customers that want up to 
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• Need sustained marketing campaign to attract 
new customers and retain existing customers
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